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Payments — Although preauthorized pay- 
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Donors’ Perspectives On Giving Open 
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ture — Present economic plans by the Rea- 
gan administration overlook significant ma- 
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Giving Grows 10% As Religious Causes 
Lead Way — July, Page 26. 

Annual Funds Allow For Expression Of 
Gratitude — Should annual funds be used 
as a means to obtain gifts for health care 
centers? This author says “yes” but qualifies 
his response. By MICHAEL J. POSTON. 
July, Page 38. 

Strategic Plans Increase Capital Cam- 
paign Success -— A _ successful capital 
campaign begins with a campaign strategy 
which is developed by the volunteers who 
will lead the effort and be responsible for the 
results. Plans, staffing and budgets must re- 
flect the strategy, not the reverse, says this 
author. By WILLIAM JAMES HARMAN. 
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Why Capital Campaigns Fail To Achieve 
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not an end in itself. Rather, it should be the 
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hospitals are not new — except in magni- 
tude. To keep our institutions funded, the 
selection of the trustee development com- 
mittee should receive the first priority of the 
board, according to this author. By 
ROBERT L. TORRE. April, Page 14. 
Health Non-Profits Face Shift In Grants 
—April, Page 34. 

Hospital Fund Raising: Smooth Sailing 
Ahead — Raising the philanthropic dollar 
during difficult economic times is difficult 
at best, says this author. However, if giving 
is made to become a habit, it should not 
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LAWRENCE J..FITCH. October, Page 30. 
Low-Key Employee Drive Pulls 200% Of 
Goal — Candler General Hospital’s goal 
was total employee participation in a low- 
key fund drive to build a new hospital com- 
plex. The game plan called for the confiden- 
tiality of all pledges and up-to-date informa- 
tion. The development staff got more parti- 
cipation than it expected. By VICTOR J. 
CERYANEC. December, Page 30. 
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Will Find — A growing trend in the U.S. 
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among grantmakers is corporate gift match- 
ing. The author reveals the results of his sur- 
vey of 759 major corporations with such 
programs. By ALEX J. PLINIO. March, 
Page 24. 

Corporate Giving On Center Stage In 
*80s — Corporate philanthropy is becom- 
ing increasingly critical in the non-profit 
sector. To be effective, corporate philan- 
thropy programs must be given the same at- 
tention and respect as other important as- 
pects of the business. By FRANK KOCH. 
May, Page 26. 

Invite Corporations To Share Communi- 
ty Problems — Non-profit organizations 
are facing the challenge of stimulating cor- 
porate charitable contributions. The busi- 
ness community must be approached in a 
business-like manner with efficiently-run 
programs, says this author. It is a one-to- 
one, face-to-face business. By MICHAEL 
McDEVITT. June, Page 36. 

Motivation Still Key To Corporate Sup- 
port — As a result of the new tax bill’s Ac- 
celerated Cost Recovery System, corpora- 
tions will have more cash available. This 


additional liquidity may very well be used in 
the short term to reduce high interest debt. 
By T.J. RACEK. October, Page 28. 
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gest the possibility of more than co-exist- 
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and HARVEY K. JACOBSON. November, 
Page 26. 
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Diocese Applies Modern Mechanics To 
Old Appeal — Some major changes made 
in the Diocese of Pittsburgh’s annual appeal 
resulted in raising the previous contribu- 
tions total of $1,500,000 to $6,000,000. 
One factor contributing to this success was 
the computerization of the clerical opera- 
tion, thereby reducing the parishes’ work 
load and building enthusiasm. By MAT- 
THEW MAHON. March, Page 34. 

Lost Art, Jobs, Treasure Revived With 
Cathedral Plan — This $35 million cam- 
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Fight For Survival: Wilson College Triumphs 

Faced with a financial crisis in 1979, a high degree of support from 
devoted alumnae saved Wilson College from closing. The successful 
“Save Wilson” campaign at the all-women’s college in Chambersburg, 
Pennsylvania raised a remarkable $1.1 million in three months. 
Interview with CAROL TSCHOP 
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When volunteers are carefully and systematically taught to transfer 
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paign resulted from a bold five-year plan to 
provide a completed national treasure, 
create community jobs and revitalize a lost 
art. Leadership, timing, personnel and plan- 
ning combined to do the job. By RONALD 
W. LA ROSE and CAROLE E. COHEN. 
August, Page 28 

Seminary Goes Computer, Sees Dona- 
tions Increase — Crosier Seminary’s deci- 
sion to convert its cumbersome and ineffi- 
cient name file to a computerized system 
panned out in a big way. Through the use of 
personalized direct mail, the average gift in- 
creased by over 41 percent by the end of the 
first year. By BROTHER GREGORY 
MADIGAN, O.S.C. November, Page 38. 
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Fight For Survival: Wilson College Tri- 
umphs — Faced with a financial crisis in 
1979, ahigh degree of support from devoted 
alumnae saved Wilson College from clos- 
ing. The successful “Save Wilson” cam- 
paign at the all-women’s college in Cham- 
bersburg, Pennsylvania raised a remarkable 
$1.1 million in three months. Interview 
with CAROL TSCHOP. March, Page 14. 
Shift From Bazaars Turns Around 
Development — Financial support for this 
private school had consisted of bingo, ba- 
zaars and festivals until a formal plan was 
instituted in connection with the school’s 
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CHARD L. LOHR. May, Page 30. 
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Raisers — Do people become more suc- 
cessful with their fund raising professional 
skills taught in the classroom as opposed to 
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currently acquired, on-the-job training? The 
author’s survey of fund raising school grad- 
uates provides some interesting insights. By 
WALTER F. SCANLON. June, Page 30. 
Academy Foundation: Biidge Over 
Troubled Sea — Raising funds for a feder- 
al academy presents some unique chal- 
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market has dwindeled over the years due to 
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been able to increase its income budget from 
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have turned up some interesting surprises. 
By PAUL H. SCHNEITER. September, 
Page 36. 


Quality Education Attracts Both Stu- 
dents And Dollars — Can the principles of 
a college level development program be 
applied to elementary and _ secondary 
schools? This author says yes and discusses 
how his institution outlined the need for a 
systematic approach to long range planning 
which began with maintaining quality edu- 
cation. By THE REV. JOHN A. FLYNN. 
September, Page 32. 

Pioneer Development Program Faces 
Nebulous Goals — This commuter col- 
lege’s debut into the field of development 
was complicated by the need or unrestricted 
dollars for unexpected expenditures. Cor- 
porate solicitation via a “seed money” cam- 
paign proved to be a natural entrée into fur- 
ther large-scale corporate support. By 
RICHARD L. DESMOND. December, 
Page 24. 


Civic, Cultural 
Health Institutions 

Creative Marketing Brings New Direc- 
tion, Identity — One year ago, Amigos de 
las Americas suffered from a lack of identi- 
ty, direction and indebtedness. Today, it 
has a new image and a bright future. By 
RHODA SPUHLER. June, Page 20. 

Capital Campaign Revolves Around Air 
Rights — This institution is making head- 
way, thanks to the income-producing poten- 
tial of its air rights. A condominium tower 
constructed above a new addition to the Mu- 
seum of Modern Art channeled to the Muse- 
um taxcs that condominium owners would 
otherwise have to pay the city of New York. 
By MAURICE G. GURIN. August, P.26. 
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Non-Profit CEOs Agree: Communicate Or Perish 
Top executives of 81 non-profit organizations — ranging from 
associations to hospitals — see communication as the mortar holding 
an organization together. 

By RAE LEAPER 


Your Hesitant Prospect Can Make That Big Gift 
The deferred gift idea may convince a prospect to give to your charity 
in a big way. But complicated factual statements explaining such gifts 
lack appeal for some prospects. 

By CHARLES F. MAI 


New Venture: Satellites Impact On Fund Raising 
The use of satellite-cable can greatly impact on a fund raising effort, 
according to this author, because there is a unique audience available 
through cable which is virtually impossible to reach any other way. 
By SCOTT HESSEK 


Corporate Giving On Center Stage In ’80s 
Corporate philanthropy is becoming increasingly critical in the non- 
profit sector. To be effective, corporate philanthropy programs must 
be given the same attention and respect as other important aspects of 
the business. 

By FRANK KOCH 


Shift From Bazaars Turns Arow:.. ° 2velopment 
Financial support for this private school haa .nsisted of bingo, 
bazaars and festivals until a formal plan was insiituted in connection 
with the school’s 20th anniversary celebration. 

By RICHARD L. LOHR 

Donors’ Perspectives On Giving Open Some Eyes 
In this article, philanthropy is treated in a new light — away from the 
technicalities of fund raising itself. A series of interviews with donors 
to various causes and projects reveals some provocative reasons why 
people give and their feelings toward philanthropy. 

By C. ARTHUR LITTMAN 


Religious Non-Profits Sponsor Conference 


St. Louis Hosts NSFRE Conference 
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IRS Form 990 Could Save Non-Profits Millions | 


Creative Marketing Brings New Direction, Identity 
One year ago, Amigos de las Americas suffered from a lack of identity, 
direction and indebtedness. Today, it has a new image and a bright 
future. 

By RHODA SPUHLER 


Social Change Impacts On Nation’s Future 

Present economic plans by the Reagan administration overlook 
significant major social, economic and demographic forces impacting 
on society now and in the future, according to this author. If enacted as 
constructed, present programs could worsen our problems because of 
these forces. 

By ALAN PIFER 


Survey Of Academically Trained Fund Raisers 
Do people become more successful with their fund raising 
professional skills taught in the classroom as opposed to currently 
acquired, on-the-job training? The author's survey of fund raising 
school graduates provides some interesting insights. 

By WALTER F. SCANLON 


Non-Profits Note Victory In Postal Rate Comnrenty 


Invite Corporations To Share Community Potibene 
Non-profits organizations are facing the challenge of stimulating 
corporate charitable contributions. The business community must be 
approached in a business-like manner with efficiently-run programs, 
says this author. It is a one-to-one, face-to-face business. 
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Sunny Texas Skies Brighten Southwest Institute 
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Opera Lives On Through Efforts Of Met 
Opera Guild — Catalogs, membership 
drives, and radio marathons utilizing a toll- 
free number are Guild vehicles to raising 
over $1 million per year for the Metropoli- 
tan Opera in New York City. For almost 50 
years the Guild has been striving to educate 
young people about opera as a cultural art 
form. Interview with LISA VOLPE. De- 
cember, Page 32. 


Social, Welfare 
Organizations 

Zero Population Growth Reverses Long 
Decline — From its peak in May 1971, 
Zero Population Growth saw its member- 
ship tumble steadily through most of the 
1970s. In the last two years, the organiza- 
tion has turned that decline around and now 
looks forward to continued growth. Inter- 
view with ROY MORGAN and ELIZA- 
BETH BRODER. January, Page 14. 

Girl Scouts Raise $1 Million, Overcome 
Feasibility Hurdle — Despite various hur- 
dles this institution was forced to overcome, 
its ambitious capital campaign goal of $1.3 
million was successfully met. The new na- 
ture center funded by the campaign now 
serves both urban and suburban Girl Scouts. 
Interview with NAN MULFORD. August, 
Page 14. 

In-House Campaign Succeeds Where Na- 
tional Firms Fail — This institution chose 
to use an in-house strategy based on a well- 
founded marketing plan to bolster member- 
ship and raise funds. The results were four 
times better than past campaigns developed 
by national direct mail consulting firms, 
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these authors say. By MATTHEW GAL- 
LAGHER, JR., and ANNIE GOEKJIAN. 
December, Page 26. 


CREATIVE, AND 
TECHNICAL ASPECTS 


Consultants, Computers, 
Marketing Direct Mail 


How To Solve Ten Prolems For Fund 
Raisers — Ten problems unique to fund 
raisers are quite easy to solve, according to 
this author, once they are diagnosed. But 
the solutions require more than program 
changes. By JANICE GLEASON BRI- 
LEY. January, Page 34. 

There’s An Art To List Selection — It’s 
better to mail a poor mailing piece to a good 
list than a good mailing to a poor list, ac- 
cording to this author. He explains how list 
selection and use can impact on the success 
of any fund raising appeal. By ED BUR- 
NETT. February, Page 20. 

Even Liberal Causes Can Succeed In The 
Mail — Conservatives are accustomed to 
success in mail campaigns, while liberal 
causes sometimes fail. This author points 
out where the problems lie and offers some 
provocative solutions. By WAYNE A. 
ROBINSON. February, Page 14. 
Challenge Of 1980s: Keeping Up With 
Technology — In this article, the first of a 
two-part series on the changes and chal- 
lenges of the 1980s, the author examines the 
opportunities presented to fund raisers by 
telemarketing and laser computer technol- 
ogy. By STEPHEN H. WINCHELL. Feb- 
ruary, Page 30. 


Critical Issues Ahead For Non-Profit 
Mailers — Dramatic increases in third 
class non-profit mail rates are possible this 
year and next. The authors point out how 
several major issues to be resolved early in 
1981 may significantly change the future 
By WILLIAM J. OLSON and JOHN HAL- 
DI. February, Page 24. 

Develop A System For Effective Letter 
Writing — Common opinion holds that no 
special talent is required for writing effec- 
tive fund raising letters. However, this au- 
thor disagrees. By GAYLORD BRILEY. 
February, Page 40.. 

Non-Profits Relieved At Postal Rate 
Hikes — April, Page 32. 

Solicitation By Mail Gives Volunteers 
Leverage — Revamping this institution’s 
graphics image was the first step in chang- 
ing its fund raising methods. This author 
learned that solicitation by mail is not a sub- 
stitute for personal contact. By JOSEPH L. 
LUCIER. April, Page 36. 

New Venture: Satellites Impact On Fund 
Raising — The use of satellite-cable can 
greatly impact on a fund raising effort, ac- 
cording to this author, because there is a 
unique audience available through cable 
which is virtually impossible to reach any 
other way. By SCOTT HESSEK. May, 
Page 24. 

Non-Profits Note Victory In Postal Rate 
Controversy — June, Page 35. 

Three Out Of Four People Open Fund 
Raising Mail — A survey conducted to de- 
termine consumer attitudes toward direct 
mail reveals that fund raising mail is opened 
more often than several other kinds of mail. 
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Planning Helps Unlock Foundation Resources 


Trying to obtain foundation grants can involve a lot of wasted activity 
if a proper planning process is not followed. Understanding and using 
a foundation planning framework can promote better use of time and 
result in more productivity. 

By WESLEY K. WILLMER 


Academy Foundation: Bridge Over Troubled Sea 


Raising funds for a federal academy presents some unique challenges. 
Even though this institution’s market has dwindled over the years due 
to decreasing enrollment, its foundation has been able to increase its 
income budget from $150,000 in 1974 to $850,000 in 1980. 

Interview with FRANK SINNOTT and MARY-LOU JORGENSEN ... 17 


Giving Grows 10% As Religious Causes Lead Way 


26 


Good Alumni Relations Take Time And Energy 


Loyal, involved alumni are made, not born. If alumni are made to feel 
they are special people, the payoff will be renewed concern and pride, 
involvement and financial support. 

By JERRY JARC 


Hispanic Needs Target Of Foundation Support 


This author learned on-the-job, through trial and error, how to raise 
funds from foundations. 
By BIANCA FACUNDO 


Philanthropy And Planned Giving: A Look Ahead 


Deferred giving most intelligently and effectively addresses the need 
to undergird the future without jeopardizing the present, according to 
this author. 

By JOHN D. TAYLOR 


Annual Funds Allow For Expression Of Gratitude 
Should annual funds be used as a means to obtain gifts for health care 
centers? This author says “yes” but qualifies his response. 

By MICHAEL J. POSTON 
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Girl Scouts Raise $1 Million, Overcome Feasibility Hurdle 


Despite various hurdles this institution was forced to overcome, its 
ambitious capital campaign goal of $1.3 million was successfully met. 
The new nature center funded by the campaign now serves both urban 


and suburban Girl Scouts. 
Interview with NAN MULFORD 


Major Gift Study Concludes With Bright Future 

This study of higher education institutions in a 14 state area shows 
capital campaigns are enhanced by major gift clubs. The growth of 
major recognition programs in the past six years speaks well of the fu- 
ture. 

By EUGENE J. HUNCKLER 


Capital Campaign Revolves Around Air Rights 

This institution is making headway, thanks to the income-producing 
potential of its air rights. A condominium tower constructed above a 
new addition to the Museum of Modern Art channeled to the Museum 
taxes that condominium owners would otherwise have to pay the city 
of New York. 

By MAURICE G. GURIN 


Lost Art, Jobs, Treasure Revived With Cathedral Plan 
This $35 million campaign resulted from a bold five-year plan to 
provide a completed national treasure, create community jobs and 
revitalize a lost art. Leadership, timing, personnel and planning 
combined to do the job. 

By RONALD W. LA ROSE and CAROL E. COHEN 


Why Capital Campaigns Fail To Achieve Full Potential 

The capital campaign is not an end in itself. Rather, it should be the 
beginning of a new and revitalized development effort that seeks both 
living and testamentary gifts that are carefully planned. 
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Strategic Plans Increase Capital Campaign Success 

A successful capital campaign begins with a campaign strategy which 
is developed by the volunteers who will lead the effort and be 
responsible for the results. Plans, staffing and budgets must reflect the 
strategy, not the reverse, says this author. 

By WILLIAM JAMES HARMAN 
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Therefore, direct mail can open new 
avenues for new dollars. By JOEL HEN- 
KIN. September, Page 28. 

Phonathons Prove More Effective Than 
Direct Mail — Phonathons aimed at non- 
donor alumni are much more effective than 
direct mail, say these authors. An 18-month 
test revealed that the phone, when properly 
used, is more than 17 times more effective 
than direct mail for acquiring new donors. 
By ROBERT R. ASHTON, JR. and ED- 
WARD M. PEABODY. November, P.16. 

Planned Giving 

Your Hesitant Prospect Can Make That 
Big Gift — The deferred gift idea may con- 
vince a prospect to give to your charity in a 
big way. But complicated factual state- 
ments explaining such gifts lack appeal for 
some prospects. By CHARLES F. MAI. 
May, Page 20. 

Philanthropy And Planned Giving: A 
Look Ahead — Deferred giving most in- 
telligently and effectively addresses the 
need to undergird the future without jeo- 
pardizing the present, according to this au- 
thor. By JOHN D. TAYLOR. July, P.35. 
Tax Laws Offer Creativity In Estate 
Planning — New tax laws create the op- 
portunity for the majority of Americans to 
plan their estate taxes purely for personal 
reasons, without giving federal estate taxes 
any consideration. Most people can now use 
creativity in charitable estate planning. By 


PHILIP RAY CONVERSE. October, P.32. 


Interest-Free Loans: Non-Deferred Non- 
Gifts — With three years of low-key pub- 


66 


licity, the Fellowship of Reconciliation has 
built up a principal of about $300,000 on 
loan from 43 different supporters. By OL- 
CUTT SANDERS. October, Page 36. 
Charitable Giving In Trust: Why The 
New Interest? — As a result of the new tax 
laws, fund raisers and tax advisers will un- 
doubtedly turn more to planned giving for 
major charitable gifts. The advantages to 
both charities and their benefactors over the 
longer term are the obvious reasons for the 
increasing popularity of planned gifts in 
trust. By ROBERT B. LANDON. No- 
vember, Page 22. 

Management 
Non-Profits Counter Limited Funds, 
Government — In the face of projected 
shortages of money and people, and be- 
cause of increasing government interven- 
tion, the independent sector must rebuild 
and retrench in order to survive, according 
to the author. By FAYE WATTLETON. 
January, Page 30. 
Resource Development: Hard Work, 
Homework — Many standard approaches 
can be used to learn about resource develop- 
ment. The author describes another, which 
involves first learning the three 
R’s — reading, researching, retaining. By 
MARY GREGORY. January, Page 29. 
Raise ‘Friendships’ First, Dollars Se- 
cond — Fund raising by itself is not 
enough in. the development game. What a 
non-profit must learn is the art of “friend 
raising,” says this author. By PLATO MA- 
RINAKOS. February, Page 36. 


Case Statement: Blueprint For Suc- 
cess — The case statement is the primary 
document upon which an organization bases 
its appeal for financial and philosophical 
support. By RALPH DI SANTO. April, 
Page 24. 

Non-Profit CEOs Agree: Communicate 
Or Perish — Top executives of 81 non- 
profit organizations — ranging from asso- 
ciations to hospitals — see communication 
as the mortar holding an organization to- 
gether. By RAE LEAPER. May, Page 14. 
Executives At The Top: Must Success 
Cost So Much? — As executives climb the 
ladder in non-profit as well as profit organi- 
zations, they are exposed to added anxiety 
and stress. Happily, the price of success can 
be controlled. By STEPHAN SCHIFF- 
MAN. September, Page 14. 

Effective Publications Add Personality, 
Influence — A solid publications program 
is the way to get more mileage from your 
fund raising efforts, says this author. At- 
tractive, easy-to-understand publications 
can positively influence the reader’s view 
about your institution. By CARL T. HERR- 
MAN. September; Page 18. 

The Board Of Trustees: Bane Or Bles- 
sing? — Most organizational problems 
manifest themselves in board meetings. 
This is due to a lack of understanding of the 
role of the board versus the role of the chief 
executive officer, according:-to this author. 
By OLAN HENDRIX. November, Page 30. 
Other People’s Labor Leads To More 
Giving — Just as capital is the investor’s 
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Executives At The Top: Must Success Cost So Much? 


As executives climb the ladder in non-profit as well as profit organizations, 
they are exposed to added anxiety and stress. Happily, the price of success can 
be controlled. 

By STEPHAN SCHIFFMAN 


Effective Publications Add Personality, Influence 

A solid publications program is the way to get more mileage from your fund 
raising efforts, says this author. Attractive, easy-to-understand publications 

can positively influence the reader’s view about your institution. 
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Foundations Hit Hard By Inflation And Regulation 
Women Make Gains In Fund Raising Field 


Traditionally, women have always played an active but often only a supportive 
role in fund raising. However, a business sense combined with a motivating 
personality can make women successful fund raisers. 

By KAY MARSH ABRAMS 


Three Out Of Four People Open Fund Raising Mail 

A survey conducted to determine consumer attitudes toward direct mail 
reveals that fund raising mail is opened more often than several other kinds of 
mail. Therefore, direct mail can open new avenues for new dollars. 

By JOEL HENKIN 


Quality Education Attracts Both Students And Dollars 


Can the principles of a college level development program be applied to 
elementary and secondary schools? This author says yes and discusses how his 
institution outlined the need for a systematic approach to long range planning 
which began with maintaining quality education. 
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New Survey Of College Fund Raising Challenges Old Ideas 


Many fund raisers may think they're reasonably well informed about the 
average U.S. college or university fund raising program. However, responses 
to a survey by 221 institutions have turned up some interesting surprises. 

By PAUL H. SCHNEITER 


Fifty Million Opportunities For Broadening The Base 


Fund raisers have 50 million opportunities to tap for filling the gap created by 
federal budget cuts, says this author. One must look to individual donors for 
long-term success. Corporate contributions cannot do it all. 

By EUGENE R. WILSON 
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Louis Hosts NSFRE Conference 


October 1981 © Volume12 © Number 8 


New Tax Legislation Affects Planned Giving 

Many fund raisers are concerned that the Economic Recovery Tax Act will 
negatively affect their efforts. This author discusses the philosophical and 
psychological ramifications that will affect the future of planned giving. 
By RAY KILLEEN 


Tax Act Continues Tax Incentives For Donors 
The new tax law continues the long-established national policy of encouraging 
charitable gifts through tax incentives. However, says this author, only time 


will tell if the new law will indeed adversely affect charitable giving. 
By CONRAD TEITELL 


Motivation Still Key To Corporate Support 

As a result of the new tax bill’s Accelerated Cost Recovery System, 
corporations will have more cash available. This additional liquidity may very 
well be used in the short term to reduce high interest debt. 

By T.J. RACEK 

Hospital Fund Raising: Smooth Sailing Ahead 

Raising the philanthropic dollar during difficult economic times is difficult at 
best, says this author. However, if giving is made to become a habit, it should 
not diminish during these trying times. 

By LAWRENCE J. FITCH 


Tax Laws Offer Creativity In Estate Planning 

New tax laws create the opportunity for the majority of Americans to plan their 
estate taxes purely for personal reasons, without giving federal estate taxes any 
consideration. Most people can now use creativity in charitable estate planning. 
By PHILIP RAY CONVERSE 


Interest-Free Loans: Non-Deferred Non-Gifts 

With three years of low-key publicity, the Fellowship of Reconciliation has 
built up a principal of about $300,000 on loan from 43 different supporters. 
By OLCUTT SANDERS 


Tax Considerations Play Secondary Role In Charity 
Government cutbacks have pessimists predicting the doom of philanthropy. 
Yet, as the author reassures, personal greed is not the primary motive in 
charitable giving. 
By ROBERT GETZ 
New Tax Legislation Continues Old Patterns 
The new tax bill has introduced a variety of new rules that benefit philanthropy. 
At the same time this legislation continues the pattern of previous tax reforms. 
By BRUCE HOPKINS 
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How Foundations Undergo The Grant- 


creativity and knowledge the major assets of 
development professionals. This author 
suggests that there is a lot to gain by judi- 
cious use of OPL — other people’s labor. 
By J. DAN RECER. November, Page 34. 
Studies Indicate Stress Reduces Produc- 
tivity — Studies indicate that stress is one 
of the leading causes of illness and that if we 
could reduce stress, productivity in the of- 
fice would be increased. You might want to 
take this simple test to rate your stress level. 
By STEPHAN SCHIFFMAN. November, 
Page 36. 

Reagananthropy Challenges Nature, 
Scope Of Giving — Reagananthropy calls 
for the best possible talents and level of 
commitment to the task of fund raising, says 
this author. As never before, current eco- 
nomically restrictive guidelines have the 
potential of changing the very nature of phi- 
lanthropy. By WILLIAM A.R. CHAPIN. 
December, Page 16. 

Education Cited As No. 1 Priority At IS 
Conference — January, Page 42. 

NCSC Addressed Parish, Diocese Fund 
Raising — January, Page 44. 

Religious Broadcasters Decide Growth 
Limits — Close to 4,000 turned out to hear 
and see the maze of new electronic technol- 
ogy that can broaden audience reach. But 
sessions also focused on how far Christian 
organizations can go to reach secular au- 
diences. April, Page 30. 

Religious Non-Profits Sponsor Confer- 
ence — May, Page 36. 
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— May, Page 38. 

Sunny Texas Skies Brighten Southwest 
Institute — June, Page 38. 

Big Apple Shines At Fund Raising Day 
— June, Page 40. 

Of Foundation Grants, Inflation and 
Peace — July, Page 42. 

Election Upset, Warnings at NAHD Con- 
ference — December, Page 40. 
Cutbacks, Individual Giving Dominate 
NCDC Meet — December, Page 42. 


ON THE ARTS 

By George Alan Smith 
Federal Money for the Arts: More or 
Less? February, Page 55. 
Is Half a Loaf Better Than None? April, 
Page 53. 
Separate Roles of Finance Development 
Committees. June, Page 50. 
Primary Challenge: Improving Earned, 
Contributed Income. August, Page 49. 
The Importance of Audit Guidelines. Oc- 
tober, Page 48. 
The Arts Stand Ready To Embrace Job 
Seekers. December, Page 52. 


SUCCESSFUL 


GRANTSMANSHIP 

By Diane Duca 
Needs Assessment Requires Skill in 
Priority Setting. February, Page 61. 
Objectives: A Stumbling Block in Pro- 
posal Writing. April, Page 59. 
Justification of Methods Builds Proposal 
Credibility. June, Page 55. 


making Process. August, Page 50. 

Budget Translates Actual Needs Into 
Dollars — Part I. October, Page 58. 
Budget Translates Actual Needs Into 
Dollars — Part II. December, Page 54. 


ON FOUNDATIONS 
By Saul Richman 


Mott Foundation Takes Communica- 
tions Plunge. February, Page 56. 

Bring Grantee Into Process of Founda- 
tion Evaluation. April, Page 58. 
Foundation Executives Speak Out At 
Last. June, Page 54. 

New Book Holds Special Interest to 
Grantseekers. August, Page 52. 
Foundations Win Relief From Inflation’s 
Bite. October, Page 52. 

Reduced Federal Spending To Slow In- 
novation, Risk. December, Page 55. 


ON MANAGEMENT 

By Robert F. Leduc 
Non-Profit Executives Need Manage- 
ment Skills. August, Page 53. 
Role of Strategic Planning As A Fund 
Raising Tool. October, Page 50. 
Non-Profits Profit By Good Banking Re- 
lationship. December, Page 56. 


LEGISLATIVE GUIDE 
By Bruce Hopkins 
Charitable Groups Face New Wave of 
Regulation. January, Page 52. 
Be On Top of Government Regulation Of 
Fund Raising. June, Page 52. 
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Phonathons Prove More Effective Than Direct Mail 
Phonathons aimed at non-donor alumni are much more effective than direct 
mail, say these authors. An 18-month test revealed that the phone, when 
properly used, is more than 17 times more effective than direct mail for 
acquiring new donors. 

By ROBERT R. ASHTON, JR. and EDWARD M. PEABODY 

Charitable Giving In Trust: Why The New Interest? 


As a result of the new tax laws, fund raisers and tax advisers will undoubtedly 
turn more to planned giving for major charitable gifts. The advantages to both 
charities and their benefactors over the longer term are the obvious reasons for 
the increasing popularity of planned gifts in trust. 

By ROBERT B. LANDON 


Corporate Giving: A Pro-Active Partnership 

Social and management trends suggest the possibility of more than co- 
existence between corporations and universities. “Interactive planning” can 
lead to improved professionalism, larger contributions, and mutual benefits. 
By MICHAEL RADOCK and HARVEY K. JACOBSON 

The Board Of Trustees: Bane Or Blessing? 

Most organizational problems manifest themselves in board meetings. 
This is due to a lack of understanding of the role of the board versus 
the role of the chief executive officer, according to this author. 

By OLAN HENDRIX 

Other People’s Labor Leads To More Giving 

Just as capital is the investor's asset, so are the resources of time, energy, 
creativity and knowledge the major assets of development professionals. This 
author suggests that there is a lot to gain by judicious use of OPL — other 
people's labor. 

By J. DAN RECER 


Studies Indicate Stress Reduces Productivity 

Studies indicate that stress is one of the leading causes of illness and that if we 
could reduce stress, productivity in the office would be increased. You might 
want to take this simple test to rate your stress level. 

By STEPHAN SCHIFFMAN 


Seminary Goes Computer, Sees Donations Increase 

Crosier Seminary’s decision to convert its cumbersome and inefficient name 

file to a computerized system panned out in a big way. Through the use of 
personalized direct mail, the average gift increased by over 41 percent by the 

end of the first year. 
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Reagananthropy Challenges Nature, Scope Of Giving 
Reagananthropy calls for the best possible talents and level of commitment to 
the task of fund raising, says this author. As never before, current 
economically restrictive guidelines have the potential of changing the very 
nature of philanthropy. 

By WILLIAM A.R. CHAPIN 


Gallup Survey Reveals Healthy Charitable Outlook 


Pioneer Development Program Faces Nebulous Goals 

This commuter college's debut into the field of development was complicated 
by the need for unrestricted dollars for unexpected expenditures. Corporate 
solicitation via a “seed money” campaign proved to be a natur.! entrée into 
further large-scale corporate support. 

By RICHARD L. DESMOND 


In-House Campaign Succeeds Where National Firms Fail 
This institution chose to use an in-house strategy based on a well-founded 
marketing plan to bolster membership and raise funds. The results were four 
times better than past campaigns developed by national direct mail consulting 
firms, these authors say. 

By MATTHEW GALLAGHER, JR., and ANNIE GOEKJIAN 


Low-Key Employee Drive Pulls 200% Of Goal 

Candler General Hospital’s goal was total employee participation in a low-key 
fund drive to build a new hospital complex. The game plan called for the . 
confidentiality of all pledges and up-to-date information. The development 
staff got more participation than it expected. 

By VICTOR J. CERYANEC 


Opera Lives On Through Efforts O* Met Opera Guild 
Catalogs, membership drives, and radio marathons utilizing a toll-free 
number are Guild vehicles to raising over $1 million per year for the 
Metropolitan Opera in New York City. For almost 50 years the Guild has been 
striving to educate young people about opera as a cultural art form. 

Interview with LISA VOLPE 


Election Upset, Warnings at NAHD Conference 
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Charitable Contributions Bill Not All 


Bed of Roses. September, Page 60. 
Tax Policy Change: A Mixed Blessing. 
December, Page 58. 


WHAT WOULD YOU DO IF.. 
By Robert Semple 

Test Your Skills in Identifying Problems. 

March, Page 52. 

The First 30 Days Are the Toughest. Oc- 

tober, Page 54. 


ON FUND RAISING 


LETTERS 

By Jerald E. Huntsinger 
Raise More Money: Send Donors a Read- 
able Lettei. January, Page 63. 
How To Survive By the Law of Probabili- 
ty. March, Page 50. 
To Raise More Dollars, Send More Let- 
ters. May, Page 48. 
The Mystical Magical Direct Mail Letter. 
July, Page 50. 
The Mystical Magical Direct Mail Letter 
— Part Il. September, Page 50. 
One-Page Computer Letter Can Be Suc- 
cessful, Too. November, Page 48. 


HOSPITAL MARKETING 
By John Sherlock 
Marketing Attains New Respect in 

Health Care. January, Page 60. 

New Marketing Tool: The Patient Hand- 
book. March, Page 54. 

Competition Prompts Marketing Orien- 
tation. May, Page 53. 

Long Range Planning: Its Role In Mar- 
keting Strategy. July, Page 54. 
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Health Promotion Programs Warrant 
Effective Marketing. September, Page 58. 
Some Thoughts On Reading the Physi- 
cian Market. November, Page 50. 


FUND RAISING 


CONSIDERATIONS 
By William Lampton 

Favorite Paper Aids: Calling Card, Cal- 
endar, Scratch Pad. February, Page 58. 
Secretary’s Friendship Offers Avenue 
for Aid. April, Page 56. 
Gain Record Mileage From Year-End 
Deadline. September, Page 56. 
Development Officer’s Challenge: Rejec- 
tion. November, Page 52. 


PLANNED GIVING 
By Robert Getz 
Non-Practitioner’s Role in Identifying 
Prospects. August, Page 54. 
Misinformation Impedes Planned Giving 
Potential. September, Page 55. 


FUND RAISER’S TAX 


GUIDE 

By J.K. Lasser Tax Institute 
On Insurance Gifts, DAV, Educational 
Exemptions. January, Page 64. 
On Trusts, Filing, Insurance, Bequests. 
March, Page 56. 
On Art Sales, Insurance, Foundation Re- 
porting Laws. May, Page 52. 
Charitable Remainder Trust Vs. Pooled 
Income Fund. July, Page 53. 
On Fraud, Deduction for Pledges, Donat- 
ed Patents. September, Page 63. 
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On Charitable Deductions for Individu- 
als, Corporations. November, Page 56. 


THE DEVELOPMENT 


FUNCTION 
By Arthur C. Frantzreb 

Gift Clubs Contain Abuses, Impinge Up- 
on Integrity. January, Page 56. 
“Peter Principle’ Works Overtime in 
Fund Raising. April, Page 54. 
Form A Trustee Committee — A Man- 
aging Group for Managers. May, Page 
50. 
Test Market Case Statement at Chief Ex- 
ecutive Meetings. July, Page 52 
Syndicate of Donors Share Herculean Ef- 
fort. September, Page 62. 
Trusteemanship: Legal, Financial Re- 
sponsibilities. October, Page 56. 
People Give To Charity for Rational Rea- 
sons. November, Page 54. 


COMMUNICATIONS IN 


FUND RAISING 
By Charles Webb 

New Trend: Fund Raisers On Board of 
Trustees. January, Page 59. 
Careful Research Uncovers Goldmine of 
Prospect Names. March, Page 49. 
Volunteer Training Helps Assure Suc- 
cess. May, Page 47. 
Prepare For Your Campaign With A 
Feasibility Study. July, Page 56. 
Avoid Others’ Mistakes A Checklist of 
Don’ts. September, Page 54. 
Make Asking Seem Like The Natural 
Thing To Do. November, Page 55.¢@ 
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